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The holistic business approach

Big picture perspective
Business owners and CEOs generally look at a business as an integrated system, not as a bunch of parts or individual functions. It is their 'big picture' perspective that often sets them apart from middle management and others within their organization. Owners and CEOs involve themselves in all aspects of the operation. They watch cash flow and the firm's financial structure while working to get and keep customers. They must maintain the physical resources to serve clients while satisfying the needs of employees, suppliers, government agencies, and the public. The owner/CEO always keeps an 'eye on the ball' and works to keep the company headed in the right direction. 

Balancing act
Each day, the owner/CEO copes with multiple issues and tries to keep the company balanced. The successful owner/CEO recognizes that a firm that balances marketing, operations, and administration (along with physical, human, and financial resources) can grow and prosper. An unbalanced firm usually has difficulty maintaining profitable growth. The owner/CEO feels frustrated when supervisors take actions that benefit their individual departments, but hinder overall progress. Middle management is well meaning, but often fails to consider how their individual actions affect other functions within the company. For example, marketing and sales people often are unaware of the impact their ideas have on cash requirements, physical resources, or other people. Another example is a plant manager who strives for a high volume of low-profit production units, ignoring or delaying orders for extremely high-profit items that take longer to produce. 

At issue is the difference in perspective that often exists between the owner/CEO and just about everyone else in an organization. Poorly designed compensation plans often contribute to conflicting goals and general a confusion of purpose. 

Outside advisers
The same difference in perspective can apply to outside advisors. Consider the lawyer who advises a course of action based solely on legal precedent without considering the financial consequences to the client firm. Imagine the CPA who recommends changes in customer or employee policy with no thought to the effect on turnover or market impact. Think about the potential insolvency caused by a marketing consultant who blindly helps to generate significant new business without consideration for the new investments required in inventory and receivables! Silo-type advice is inexcusable, but all too common.

Practical answers
My experience with both large and small firms indicates that a holistic approach delivers practical answers to issues that keep the owner/CEO awake at night. Owners and CEOs should seek managers and advisers who share their holistic perspective and who can demonstrate an ability to contribute to the firm's progress in a balanced manner. 
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P.S.  Ninety-five percent of our engagements originate as a referral from helpful people like you! 

If you know someone who:

· Wants to develop a more productive marketing program, or 

· Needs help building and implementing an effective operational business plan, 

I would appreciate the opportunity to discuss the situation with you.
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“We help leaders become better marketers using a holistic business approach.”


